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[DEALER SECTION 
OF 


Electricity 
on the Farm 


With which is consolidated The RURAL ELECTRIC DEALER. _ Established 
1920. The only publication devoted exclusively to the electrification of 
towns and farms and reaching the power companies and electric dealers serving 
this rapidly developing rural market. 
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Does the Many electrical dealers, both in 
. srs the independent plant line and gen- 
ar Soa eral electrical supply field, hesitate 
Pay? to go to the expense of setting up 


exhibits at their local fairs because 
of their uncertainty as to what returns they can expect. If 
the fair is well attended, there should be no doubt as to 
its likelihood of making such exhibits pay. 


Electric equipment is always attractive to the public; and 
especially after dark a well arranged display, well lighted, 
will be continually surrounded by an interested crowd. 


More convincing than just analyzing the possibilities of 
electrical exhibit on the basis of its natural advantages in 
attracting attention are the results secured from such dis- 
plays by electrical dealers. As an example, one farm light 
plant dealer reported seven actual sales during the fair. 
besides securing the names of eighteen other interested 
prospects. Another dealer at a county fair made contacts 
which were directly responsible for the sale of three water 
systems, five washing machines, eight vacuum cleaners, and 
quite an assortment of smaller appliances. 


In addition to business actually done, there is the factor 
of advertising which must be considered. The dealer with 
a large, attractive exhibit is ofttimes remembered long 
after the fair is over; and business drifts in to him later 
which might otherwise be placed elsewhere were it not for 
the presence of his display at the fair. 





| Fair exhibits pay, provided they are well arranged and 
the crowds are on hand. 








‘ELECTRICITY ON THE FARM (except this ‘‘Dealer Section,’’ printed on tinted paper) 
ha: already been placed in the hands of more than 120,000 farmers along the rural lines 
operated by more than 200 power companies. Hence the articles you find in this copy will be 
read, or have already been read, by many of the farmers in your territory. You are, therefore 
in a position to approach these farmers on the subjects with which they are familiar. Your 
way is paved for increased sales of electrified farm equipment. 
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Selling Electrical Goods 


to the 


By 


Sales Manager, 


HE method of selling current 
consuming equipment to the 
rural resident is perhaps no more 
difficult than the selling of similar 


service to his city cousin. Use- 
fulness and the desirability of 
such equipment is measured in 


terms of his need and the appeal 
for labor saving devices, both for 
his home or his work shop on the 
farm, is soon answered when he 
has weighed not only his desire 
for it, but his ability to satisfy his 


obligations when contract terms 
are due. 
Rural electrification as far as 


the central station is concerned, i 
a problem of finding users of elec- 
tricity which will insure a utiliza- 
tion of sufficient electricity to jus- 
tify the operation and maintenance 
of service at a price which the cus- 
tomer can pay and which the cen- 
tral station is willing to accept. 
There are numerous ways in 
which this can be worked out. 
Naturally the manner in which 
any extensiom is made is of no 
particular moment except that it 
is one in which both parties to the 
contract must be entirely satisfied. 

Popularizing of current consum- 
ing devices and their consequent 
sale among the rural customer can 
best be stated in actual experience 
in my own work. 

The Division the Virginia 
Public Service Company, the 
Company whom I have the honor 
to serve, operates in the Northern 
part of Virginia, and in this divi- 
sion is included the Counties of 
Arlington, Fairfax. Loudoun, 
Prince William and Fauquier, also 
the City of Alexandria. 

While this division has approxi- 
mately 15,000 customers of all 


of 


“Abstract of paper presented at Rural 
Electrification Short Course. Virginia 
Polytechnic Institute. Blacksburg. Va.. 
Friday, June 14, 1929. 


N. F. 
Virginia 
Alexandria, 





Farmer 


LAWLER, 

Public Service Co. 

Virginia. 

classes there are over 1100 cus- 
tomers which come within the 


classification of the rural customer, 
which I define as one who is per- 
sonally engaged and makes his liy- 
ing on his farm. 

The district, due to the use of 
over 3,000 electric ranges, has an 
unusually high consumption _ per 
customer per annum, which is pos- 
sibly higher than any other large 
operating company in the State of 
Virginia. In 1928, with a total of 
approximately 13,000 residential 
customers, the average consumption 
per customer was 726 KWH per 
annum. In the first four months of 
1929, the 1100 strictly rural cus- 
tomers, which I have mentioned 
above, have used 270 KWH or at 
the average rate of 810 KWH per 
annum. This would indicate that 
the average consumption of the 
rural customers in my district is 
slightly higher than the average for 
all of our residential customers, in- 
cluding the rural residential. This 
differential will naturally increase 
due to the potential market for ap- 
pliances of large electrical capacity. 

I don’t know that the methods of 
bringing the merits of electrical 


devices to the attention of the 
farmer is any different than 
similar methods used by other 
utilities. Our division is divided 
into districts, each under the 
supervision of a District Man- 
ager who is in very close 


touch with his customers and is 
ever conscious of their needs. This 
contact work is further augmented 
by a Home Economist who makes 
monthly visits to these customers 
with a view to educating them in 
a better use of the appliances 
which they have and encouraging 
them in the use of other appliances 
which they can profitably use. 
We have made wonderful strices 
(Continued on page D 16) 










































“The Better Batt 
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ERE’S the selling plan for Glass 

Jar Type of batteries that means 

more battery sales—no dissatis- 
fied customers — no arguments — no 
profit-eating, no unfair adjustments. 


You guarantee to a customer in ad- 
vance the maximum amount his bat- 
tery service will cost per month. (as 
low as $1.75 per month according to 
type of battery). Adjustments are 
made when necessary according to a 
definite scale which the customer un- 
derstands at the time of purchase. 


This new and finer plan practically 
wipes away sales resistance. You sell 
more batteries and make better profits. 
Your customers are 100% satisfied and 
there are never any arguments. 


Get full details of this up-to-the-min- 
ute, successful sales plan. Ask your 
nearest wholesaler, or write us. 


GLOBE ELECTRIC COMPANY 
14-28 Keefe Avenue Milwaukee 


ADE EVEN BETTER 


The New Pian 
that’s a Winner 









A selling fea- 
ture — improved 
connectors! Big 
connectors re- 
duce resistance 
and prevent 
heating and loss 
of current. 


W 
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Five year 
guarantee 


Heavy-duty 
plates 





with WESTERN 


This is no idle statement. 
back it up absolutely, because we 
guarantee Western Cable Batteries 
to give the service demanded of it. 


will 














Extra heavy 
reinforced cover 


Ample 
sediment space 


DEALERS .... Improve your Business 
CABLE BATTERIES 


We can 


~If you are a progressive dealer and 

you are looking for a battery that 
give your customers 
service, write us at once for com- 
plete details. 


100% 


Large production of plates of different kinds for the trade. 











WESTERN CABLE & LIGHT CO. 


Baldwin, Wisconsin 
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Rural Electrification 
Featured at 
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A. S. A. E. Convention 


Lively Discussions Offered on 
Many Current Problems 


HE excellent convention fa- 

cilities and well-known repu- 
tation of Texas for hospitality at- 
tracted 250 delegates to the 23rd 
annual meeting of the American 
Society of Agricultural Engineers 
at Dallas, June 24-27. 

Following a comprehensive pa- 
per on vom 4 refrigeration present- 
ed by Ben D. Moses, of California, 
and a talk on electric cooling of 
homes by W. 
E. Brown, of 
Frigidair e 
Corp., at the 
general _ ses- 
sion, Chair- 
man E. A. 
Stewart pre- 
sided over a 
largely atten- 
ded program 
of all electric 
subjects relat- 
ed to farm de- 

ment. 
Rete F'S*s 
Chairman, Brackett, Uni- 
— we Div., versity of Ne- 
: ‘ braska, and J. 
E. Waggoner, Delco-Light Co., 
were elected chairman and vice- 
chairman, respectively, of the So- 
ciety’s Rural Electric Division for 
the ensuing year. 

Features of the program were 
a lantern slide talk on “Model 
Farms as Operated by Utility 
Companies,” by Richard Boonstra, 
Public Service Co. of Northern 














Illinois; “The National Project 
on Rural Electrification,” by Geo. 
W. Kable, Director; “Building 
Rural Load in the South,” by C. 
T. Gilliam, Central Power & 
Light; “Rural Line Construction 
in Texas,” by Joe Ward of 


Texas Power & Light Co.; “The 
Portable Motor and Its Use,” by 
W. D. Hemker, Wisconsin Power 
& Light Co.; “Development of the 
Wind Electric Plant,” by George 
Manikowski, Minneapolis. 





Fifty project leaders and power 
company representatives met after 
the close of the A. S. . s 
Convention for an all-day 
round-table on problems of rural 
electrification. The construction 
and operating characteristics of 
dairy milk coolers received major 
attention. F. E. Price of the Ore- 
oa. RR: S. A., read a new 
progress report on “Cream Refrig- 
eration on the Farm’ which upset 
several old theories about milk 
handling. The question of whether 
or not the aeration of milk, as re- 
quired by many health departments, 
is necessary or advisable was 
turned over to a special committee 
for further investigation. 

It was noteworthy throughout 
this and the 
other  discus- 
sions of steril- 
izers, milking 
machines, wa- 
ter and _ hot- 
bed heaters, 
ventilation, in- 
cubators and 
brooders, etc., 
that “rural el- 
ectrifica tion 
isn’t all rural 
electrification” — 
as one of the 
speakers put J. E. Waggoner 


it. Dr. E. A. Vice-Chairman, 


White, head of matty > 
the national C. 

R. E. A. W. T. McCaskey, of 
Middle West Utilities, and other 
speakers with wide experience re- 
marked on the need for looking 
behind as well as ahead, with re- 
gard to all equipment which has 
not yet proved its economic value 
to the farmer. 

Texas Power & Light Co., with 
Messrs. G. B. Richardson and E. 
N. Gatlin acting as hosts in the 
absence of Mr. J. W. Carpenter 
from the city, entertained the dele- 
gates and their wives at a dinner 
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Dusting Cotton Plants by Airplane. 
for Convention Delegates by U. S. Government Plane 


in the evening. The next meeting 
of the project workers will be held 
in connection with the A. S. A. E. 
Convention at Moline in 1930. 


Registration List, Project 
Leaders’ Meeting 

P. T. Montfort, Director Texas 
Cc. R. E. A., College Station, Texas. 

Wm. Boss, Chief Agri. Eng. U. 
of M., University Farm, St. Paul, 
Minn. 

H. T. Murray, ELeEctTRICITY ON THE 
Farm, 30 No. Michigan Ave., Chi- 
cago. 

. E. Waggoner, Delcolight Co., 
Dayton, Ohio. 
Geo. W. Kable, College Park, 


Ben D. Moses, Davis, Calif. 
E. A. White, C. R. E. A., Chi- 


Middle West 


cago. 
W. T. McCaskey, 
Utilities, Chicago. 
E. Hienton, Purdue Univer- 
sity, Lafayette, Indiana. 
V. R. Hillman, V. P. I., Blacks- 
burg, Va 
J. W. Sawyer, kK. Cc. P. @& IA. 





Rural Electric Division, American Society of Agricultural Engi- 
neers, at the Hotel Baker, Dallas, Texas, During a Meeting of 
Project Leaders 


A Special Demonstration 


yr 1330 Grand Ave., Kansas 
oy at 

. Prickett, C. R. E. Chi- 
oie 


Roy E. Hayman, Okla. Gas & 
Biectric Co., Oklahoma City. 

H. Cooke, Central Pwr. & 
Lie” San Antonio, Texas. 

R. R. Parks, College of Agri- 
culture, Columbia, Mo. 

HB. . Weber, Rome Wire Co., 
Rome, i i 2 
. Brackett, University of 
Nebraska, Lincoln, Nebr. 

A, A. Johnson, Ss. W. Gas & 
Elec. Co., Shreveport, La. 

W. D. Hemker, Wis. Pr. & Lt. 
Co., Fond du Lac, Wis. 

G. A. Rietz, General Electric 
Co., Chicago. 

B. W. Recer, Texas Pr. & Lt. 
Co., Dallas, Texas. 

Mr. & Mrs. R. Boonstra, Public 
Service Co. of Northern Illinois, 
Chicagos 

E. J. Stirniman, Davis, Calif. 

H. Miller, University of Sas- 
katchewan, Saskatoon, Sask., 
Canada. 


(Continued on page D 16) 
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HE enthusiasm with which 

modern electric service is be- 
ing received by the smaller com- 
munities in Kentucky was most 
vividly demonstrated at Liberty 
(Casey County), Ky., on June 1, 
when the Kentucky Electric De- 
velopment Company put into oper- 
ation its modern electric light, 
power and ice plant in that com- 
munity. Liberty is a community 
“ approximately 1,000 citizens, but 
the all-day celebration held in com- 
memoration of -the turning on of 
the service, was attended by a 
crowd of 5,000 persons from all 
over the county and state. The 
plant at Liberty also renders 24- 
hour electric service to Yosemite 
and Middleburg, eight miles dis- 
tant, by transmission line. 

It is the policy of this company, 
when turning on service in a new 
project, to sponsor a celebration in 
that community, the object of the 
celebration being to advertise that 
community to the fullest extent, to 
attempt to bring to it for one day 
at least the largest business its 
merchants has ever enjoyed and to 
instill into the citizens of that par- 
ticular community an enthusiasm 


*Advertising and Publicity Manager 
of the Kentucky Electric Development 
Company. 
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Rural Electric Service Appreciated in Kentucky 
By A. H. 


Crowd Watching Contests at Liberty on “Light Jubilee” Day 





D7 


Morris* 


and appreciation fer the service 
which this company is rendering 
to a score or more of small com- 
munities throughout the State of 
Kentucky. 

About three weeks before the 
date of turning on of the service 
I made a special trip to Liberty 
and, with the assistance of one of 
the leading merchants there, the 
Company’s Superintendent of Con- 
struction, and our local represent- 
ative, we succeeded in calling to- 
gether that evening in the County 
Court House the leading business 
men and women of the town. At 
this meeting the superintendent of 
construction and myself explained 
to the gathering how they could 
make June 1 the greatest day in 
Liberty’s history. I had with me 
an organization chart, which I had 
drawn up before leaving our of- 
fices at Louisville, showing their 
various committees, chairmen, and 
duties of each. We proceeded to 
tell those present that this day 
would be their own day, would be 
executed entirely by them, but that 
the company would co-operate in 
every way possible to make the 
day a huge success. All of this 
was met with enthusiastic ap- 
proval, and we proceeded to elect 
a general chairman, who in turn 

(Continued on page D 14) 
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U.S. ATR MAIL CHOSE 


HEBCO.... 


WIND ELECTRIC 
HEBCO CHOSE 


UNIVERSAL BATTERIES 


Midnight—a cold raw wind fro 


nearest farm house—theemergen 
landing field beacon must not fai 
—a life and priceless cargo are 





Plant, keeps the beacon flashing 
so the flyers can carry on—and i 
does not fail. 

In choosing a battery, HEBCO 
Engineers chose UNIVERSAL, th 
battery built to a standard and no 
to a price. 





pata 


S=— 





HERBCO... 


WIND ELECTRIC POWER PLAN 





PLANTS 


the north—the drone of a lone air 
plane winging its way through the 
wintry night—fifty miles to the 


stake. The HEBCO Wind Electric 


eques 
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iTS 


he CHOICE OF 
eEfHE FARMER.... 


he Universal Battery is also 

as om :choice of the farmer for 
ugh theirmlighting and power serv- 
to thé. Itis a dependable battery. 


ergen 
not fai The Universal Battery is 
Electr ‘ing constantly improved 
flashingadesign—more water space, 
~ ane "Fra thick plates and double 
HEBC(esulation. 

SAL, th 


and no 










Farmers everywhere are 
manding Universals or the 
w Hebco-Universal Com- 
ination. 











Universal Batteries and 
lebco Wind Electric Plants 
saiaere money-making lines for 
} Wm! dealers to sell. 

“aug Catalogs, price and com- 
ete information sent upon 
Pquest. 






a 











niver'sal Battery Co. 


3414 S. La Salle St. 
CHICAGO 
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shoe Pullin-4* Together,” 


Power Companies—Private Plant Salesmen. 
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Who Makes Merchandising 
for Load a “Problem”? 


By H. T. Murray 
PIONEER in offering electric 
<i service to farmers at promo- 
tional rates, a leader in tackling the 
so-called “merchandising problem” 
on which the “necessary load” 
hinges, tried out a new experiment 
in dealer cooperation in June. 
Leaving the history of the situa- 
tion for later paragraphs 
Detroit Edison Company mailed 
letters to all contractors and equip- 
ment dealers in the Company’s ru- 
ral territory, inviting them to be 
guests at the nearest of two meet- 
ings, one at the Albert Miller farm, 
near Monroe, Mich., on June 19, 
the other on one John Miller farm, 
near Utica, on June 25. The letter 
stated these meetings were being 
held “to bring about increasingly 
close cooperation for the intensive 
sale of electrical equipment for the 
farmer, and to give the dealers 


opportunity to learn the practical 
results obtainable with 
on Michigan 
Miller 


electricity 
farms.” Both the 


Farms are used by the 






Company for general test and dem- 
onstration purposes. 

The programs for the two days 
were identical: inspection of elec- 
trical applications in the morning, 
dinner at noon, and brief talks 





under- 
stand more clearly why 30-amp services 


These wiring contractors now 


farmer in the 
progress. 


only short-change the 
long run of his electrical 


with questions and answers in the 
afternoon. 

At Monroe, 65 dealers attended 
and at Utica 100—a gratifying re- 
sponse to the invitation in view of 
the busy season and distance many 
traveled. 

Whatever “attitude” these deal- 
ers brought with them, they went 
home wiser and happier men as 


The line-up of progressive dealers at 
the Albert Miller farm, near Monroe, 
Mich., on June 9th. “Take the ele- 
vator to bigger profits,” said the 
photographer 
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Detroit Edison Farm Service Representatives 


Left to right: Dean Stafford, Leslie Gilmore, Albert Miller (farmer), John Fless- 


ner, Douglas Dow, Everett Gill, Roy White. 


Seated: William D. Miller (farmer) 


and Frank Mason. 


regards the power company’s poli- 
cies and their own opportunities to 
profit. 


Detroit Edison Cooperates With 
Active Dealers 


Straight-from-the-shoulder talks 
by Douglas Dow, Farm Service 
Advisor of the Company, and his 
associates put all the cards on the 
table—“Detroit Edison will not go 
into competition with any active 
dealer, but we are not handing out 
any orders on a silver platter after 
we spend our time and money to 
stimulate these orders.” 

S. E. Larson, of Grand Rapids, 
Secretary of the Michigan Imple- 
ment Dealers’ Association, pointed 


out that the margin of profit in 
the implement trade is low, and 
that the dealers can carry them- 
selves through the winter and re- 
duce their red ink if they will get 
into the electric development with 
the power companies. 


Electric Power Restores Balance 
of Agriculture 


Pof. H. J. Gallagher, of Michi- 
gan State College, showed how 
electric power is restoring the bal- 
ance of agriculture faster than any 
“farm relief” bill, and presented 
data on electrical investigations 
which his institution is spreading 
among all the dealers’ best pro- 
spects. 





The following week, June 25th, Detroit Edison Co. entertained this 
larger group of dealers at the John Miller farm near Utica, Mich. 
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What is the significance of get- 
together meetings like these? 


Three Not-So-Vicious Circles 


HERE is an old saying that 
you can’t make rabbit pie un- 
til you catch your rabbit. Brought 
up-to-date in terms of any suc- 
cessful rural electrification pro- 
gram, this means we are getting a 
better understanding of the ground 
that must be covered between the 
building of a rural high line and 
the full use of the electric service 
by the farmer and his family. 


In fact, a wide variety of mer- 
chandising experiments promises to 
soon provide a set. of principles, 
or a formula, which will safely 
steer us out of what may now seem 
to be a tough problem, rather con- 


fusing to power companies, equip- 
ment manufacturers, and their 
dealers or agents alike. 

Only two years ago a_ small 


group of power company rural ex- 
tension enthusiasts, project work- 
ers and manufacturers met at St. 
Paul, as a side issue of the Am. 
Soc. of Agr. Eng. convention. It 
was the first such meeting with a 
national aspect, and the interest of 
many power companies could be 
gauged by the absence of their 
representatives. From whatever 
point any discussion started, “rural 
rates” became the focal point of 
debate. Some 587 different farm 
rate schedules »were being tried 
out in the country in the search 
for the perfect rate structure to 
develop this new field. The rate 
question was like dynamite. But 
there was much serious thinking, 
even this early, about the farmer 
and his purchasing power being 
“elusive as a hare.” 

By the next year, at Washing- 
ton, we heard more, from a larger 
group at a similar meeting, about 
improving standards of line con- 
struction to handle the “load” that 
was coming up without waiting 
for the perfect rate. It seemed the 
farmer was anxious to know what 
electricity could do for his pocket- 

and comfort, but did not 
“spark” on being forced to buy 
ranges and other equipment from 
the power company in order to get 
his lights and running water. Also, 
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that if too much of his money 
were tied up by the power com- 
pany in making service available, 
he was like the fellow who couldi’t 
play poker for seven reasons. And 
in this position of being unable to 
buy and use new equipment that 
made the meter go ‘round, he and 
his rurai line didn’t look like very 
hot business to the gentlemen hav- 
ing the okeh on investing in more 
of the same. 

Three circles of thought took 
shape at this meeting: 

(1)—The farmer won't buy 
what he doesn’t want, and he 
can’t be expected to want what he 
knows nothing about. (Get that. 
You spend your money on the 
same fundamental principle.) This 
places squarely before power 
company and manufacturer the 
need of “teaching” the want, cre- 
ating the desire not for electric 
equipment, but for what that equip- 
ment will do. 

(2)—Proper equipment must be 


readily available for purchase 
when the farmer is “sold” on the 
electrical idea. The manufactur- 


ers and dealers hold this key in 
their hands, and what are they go- 
ing to do about it? Especially in 
farm machinery lines, for  al- 
though the vacuum cleaner and 
electric iron serve equally well in 
city or country home, grinding 
feed and filling a silo are a differ- 
ent story when an electric motor 
is the farmer’s choice of power. 
(3)—Inform and interest the 
farmer to the point where he puts 
pressure on the dealer to supply 
his needs; show dealers how to 
capitalize on this new market de- 
velopment; and the rural line be- 
comes a success and profitable for 


everybody concerned. 
The solution of any problem 
starts with its definition, and it 1s 


not a paradox that some refresh- 
ing straight-line thinking and 
action are rapidly coming out of 
these three circles. The chances 
are good that at least 165 Michigan 
dealers are now in the rural elec- 
trification movement and all set to 
profit by it. Or out of it only by 
their own preference. The “ rab- 
bit pie” is being made, friends of 
the trade, and the farmer will be 
served ! 
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CAN'T 
BEAT IT” 


Read what Mr. Ralph O. Deckard, our 
distributor at Bloomington, Indiana, says: 

“T entered the light plant business know- 
ing nothing of any plant. I selected Sun- 
beam as the one I could sell to the most 
particular buyer and make him satisfied. 

“IT have enjoyed a wonderful 
and to date have never lost one sale to 


any competition. 


“T have plants pulling washers, 
milkers, water systems, fans and air com- 
pressors, and neither any customer 
myself have spent one cent for parts or 


repairs on any of the plants. 


“YOU SIMPLY 


business 


irons, 









Small batteries carry loads 

watts—plant 

automatically on 
heavier loads. 


p 
or starts 


“Any dealer who will show a Sunbeam, will sell some plants—You 
RALPH O. DECKARD. 


Simply Can’t Beat It.” 







fj seo, 
\ ELECTRIC 
‘FARM-LITE 







Starts, Oils, Regulates and Stops Itself 


SUNBEAM ELECTRIC MANUFACTURING CO. 
Dept. 12, Evansville, Ind. 
Mfrs. of Railroad Lighting Equipment since 1883 














Cullman 
Electric 
Pump Drive 
14, to 1 H.P. 








Chain drive on 
motor acts. as 
flexible cou- 
pling and pro- 
longs life of 
gears. 
The patented Load Equalizer 
makes starting easy and minim- 
izes current consumption; self 
lubricating, easy to install, no 
foundation required. 
Send for literature and prices. 


Cullman Wheel Co. 
1342 Altgeld St. 
Chicago, IIl. 








Blue Ribbon 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 
The “Blue Ribbon” is a self- 
contained milker, requiring no 
pipe lines or extra equipment of 


any kind. It operates direct 
from the light socket of either 
high line or farm light plant. A 
beavtiful catalog and complete 
information will be sent on re- 
quest. Write us today. 

Electric Products Corporation 


7 Bluff Ave., La Grange, Ill. 
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‘Buy by Mait from Brook 
and Benefit from the 


LOWEST PRICES 


On 


FIXTURES - RADIO 
CONST. MATERIALS - APPLIANCE 


Our New Catalog 
of Lighting Fixtures 
Is Ready Now 


This valuable handbook, beauti- 
fully illustrated in actual colors, 
presents a thoroughly up-to-date 
line of fixtures at low prices 
permitting an exceptional mark- 
up. It offers you a means of 
better buying and more profit- 
able selling—and a copy will be 
sent gladly upon receipt of yout 
request. 


Send for Our Bi¢g New Catalog 
and See for Yourself 


BROOK: 


Electrical Supply 


213-15-17 SO. PEORIA ST. 
Chicago. 





Rural Service in 
Kentucky 
(Continued from page D 7) 


appointed the various other chair- 
men and committees. Next, the 
general chairman proceeded to ap- 
point. a finance chairman who 
raised through popular subscrip- 
tion on the part of the merchants 
present $200 in cash to be spent in 
the day. 

A large advertisement for all 
newspapers in that territory was 
prepared by the company and pub- 
lished by Liberty for three conse- 
cutive weeks in about one-half 
dozen newspapers throughout Ca- 
sey County. Several thousand 
hand bills were also run off from 
this advertisement and distributed 
by the Chief Engineer of the Com- 
pany, Mr. Harry Peet, Jr., in his 
privately owned airplane a few 
days before June 1. 

Early on the morning of June 1 
a crowd began to pour into Lib- 
erty by mule back, jolt wagons, 
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on foot and in automobiles. By 
noon a crowd of approximately 
5,000 persons flooded the town to 
witness the contests, see the air- 
planes and have a good time in 
general. 

At 2 o'clock in the afternoon 
the lights were officially turned on 
in Liberty, Yosemite and Middle- 
burg by two little girls, both of 
whom offered the best suggestion 
for the name of the day, “Liberty’s 
Jubilee Day.” 


Liberty’s Light Plant 


The plant building, which is of 
all steel and concrete construction, 
houses both the electric generating 
system and ice manufacturing ma- 
chinery. The current is generated 
by three Fairbanks-Morse “Y” 
type Semi Diesel Gasoline Engines 
at 220 volts. A small hydro-elec- 
tric plant is also being erected on 
the Green River at Middleburg, 
the other end of the line. This 
hydro plant, when completed, will 
be capable of carrying the full load 
of the Casey County property at 
least six months out of the year. 


Chick Experts Meet 
at. Peoria 


New Ultra-Violet Lamp Intro- 
duced as Modern Feeding 
Necessity 


HE activity of the leading 
poultry equipment manufac- 
turers in developing their lines to 
keep pace with the growth of new 
“high lines’ was the outstanding 
feature of the annual convention 
and exhibits of the American Baby 
Chick Producers Association at 
Peoria, Ill., July 9-12. f 
A wide range of “all-electric” 
incubators in commercial hatching 
sizes was presented by Petersime, 
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Buckeye, Smith, Jamesway, Bundy Pete 
and others, with W. J. Smith Co., Ss 
Oakes and Brower featuring elec- 
tric brooders. The marked inter- 
est of visitors in the greater pou!- The 
try profits obtainable by the elec- hibit of 
tric method proved the eagerness at the 
with which the rural market has Associa 
been wating for satisfactory equip- Partic 
ment. attendi 
Poultry men looking for money- Petersi 
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shown here for 


iolet ray lamp, ) 
Russell Electric 


first time by 


Co., Chicago, a promising solution 


0 


L 


Pp 


carbons ‘pecially 


I 
a 


f many breeding problems. 
This lamp, called the “Poultri- 
plugs into any socket to 
artificial sunlight. It uses 
compounded by 
Ir. J. W. D. Chesney to produce 
rtificial sunlight containing all the 
valuable rays of natural sunshine. 


ite,” 
roduce ¢ 


Many experiments have proved the 
effectiveness of these rays in treat- 


it 


expense 


ig and preventing disease, but the 
of mercury vapor quartz 


burners and other practical con- 
siderations have delayed their com- 
mercial use on the extensive scale 


this 


new equipment aims to de- 


velop. 


lamp, 
suitable for home use, 


It is being offered as a single 
with table or floor standard 
and in bat- 


tery combinations with adjustable 
brackets mounted on portable truck 
for the brooder room and other 


farm buildings. 


The manufactur- 


er's literature gives the latest re- 


search reports on producing ‘ 


‘Vita- 


min D” by means of electricity. 
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Petersime Electric Incubator 
Shown at Atlantic City 
Convention 


‘he illustration abuve shows the ex- 
it of the Petersime electric incubator 
the recent National Electric Light 


Association Convention in Atlantic City. 


Pa 


at 


Petersime “Challenger” 


those 
new 


rticular interest was shown by 
tending the convention in the 
model. 








BROWER’S VIOLET LIGHT 


BROODER 


With New Heat 
Control 





Brower’s Electric “‘Save-All’’ fully auto- 
matic brooders raise from 10 to 20% more 
chicks. Less attention, labor, time. Many 
exclusive features. Galvanized steel, with 
ashestos-filled, heat-saving lining and 
metal warmth-deflector. Pilot bulb is vio- 
let; heating unit enclosed, guaranteed. 
Special thermometer. Brower’s heat con- 
trol saves current. Shipped complete with 
cord, ready for socket. Order direct, if 
in a_hurry, State voltage. 

75 $ 8. 





including 
Brooders, Feed Mixers, 
tain Heaters, Time 
Elements, Automatic t 
Sprouters, Egg Testers, and Sprayers. 


BROWER MFG. CO., Dept. 3538, 
Quincy, b 
DEALERS—Write for proposition. 

















BATTERIES for 
Farm Light Plants 


Write for new attractive dealer’s 
proposition on this and other 
ry O.S. batteries. 

S.0.S. are better because of 
superior design and materials. 
You can earn bigger profits with 
S.0.S 


Victor Storage Battery Co. 
Rock Island, Illinois (Est. 1914) 
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Selling Electrical 
Goods 


(Continued from page D 2) 


in the application of electric cook- 
ery in the rural home and the pro- 
motion of this has been aided by 
rather an attractive combination 
rate in which the total electricity 
used is measured through one 
metering instrument and the sec- 
ond block of the rate is 3% cents. 

Much interest has been created 
when we have had the opportunity 
of demonstrating household ap- 
pliances as well as commercialized 
equipment at the fairs held in the 
various counties. Our Home Ser- 
vice Department also works very 
closely with the Grange and other 
Community Organizations in pre- 
paring the food served at their 
suppers with electrical appliances. 

Our Company is so desirous of 
assisting in the rural electrifica- 
tion work that we have followed 
similar companies and this year 
are taking from the graduating 
class of the Agricultural Engineer- 
ing Department a young man who 
will be associated with us and di- 
rectly contacting and assisting the 
farmer in application of electricity 
to his work, so that he may be 
better able to increase the output 
of his farm. Our company has 
great hopes for the success of this 
plan and I hope that in a year’s 
time. I will be able to give some 
interesting sta@stics on the value 
of this work. 


A. S. A. E. Convention 


(Continued from page D 6) 


Mr. & Mrs. A. R. Loyd, Kansas 
Gas & Electric Co., Wichita, 
Kansas. 

Leslie E. Hazen, Stillwater, 
Oklahoma. 

Ren G. Saxton, Oklahoma A. & 


M. Stillwater, Okla. 

Carlton L. Zink, University of 
Nebraska, Lincoln, Nebr. 
Forrest D. Danning, 
Power & Light Co., Miami, 

ida. 

L. J. Smith, State College of 
Washington. 

P. E. Whittlesey, 
ana Pwr. Co., Ft. 


Florida 
Flor- 


Texas-Louisi- 
Worth, Texas. 


E. G. Johnson, University of 
Missouri, Columbia. Mo. 

Hobart Beresford, Moscow, 
Idaho. 


E. N. Gatlin, Texas Power & 
Light Co., Dallas, Texas. 
J . Schae nzer, University of 
witeain Madison. 

G. W. — uen, Ohio State Uni- 
versity, Columbus, Ohio. 

F. E. Price, Oregon State Col- 
lege, Corvallis, Oregon. 

Tom L. Miller, General Electric 
Co.. Dallas. 


Ww. J. Gilmore, Oregon State. 

Lewis A. Jones, Extension U. §. 
Dm #. 

A. Lee Andrews, LaFayeite, 
Ala. 

E. W. Lehmann, Gaetan of 
Illinois, Urbana, 

Geo. Manikowski, Minneapolis, 
Minn. 

V. G. Cox, Century Electric 


Co., Dallas, Texas. 

H. W. LeMett, Mo. P. & Lt. 
Co., Kansas City, Mo. 

Wm. H. Curvin, Public Service 
Co. of N. L, Ottawa, II. 








Exhibit of Dayton Pump at 
Atlantic City 


The above picture is a reproduction oi 
the beautifu! exhibit of Dayton Water 
Svstems at the recent National Electric 


Light Association Convention in At- 
lantic City. The display proper, show- 
ing the farm home, presented the idea 
of running water by having a small 
aquarium in the yard with water trick- 
ing over the rocks into the pool. 


The rew “Silverd” aluminum bronze 
finish now used on Dayton pumps was 
prominently noticeable, particularly on 
the famous Dayton “Cub,” which the 
manufacturer features as a_ leader. 
he “Cub” was placed in a niche in 
the center below the stage line with 
two batteries of colored and _ white 
lamps intermitently shedding their rays 
of light upon it with most artistic 
effect. 


The Dayton Pump & Manufacturing 
Company of Dayton, Ohio, were re- 
sponsible for this attractive displav 
which won favorable comment from all 
visitors who stopped to examine it. 
“Dayton” makes a complete line of 
electrically operated water pumps and 
systems for deep and _ shallow wells. 
They state that detailed information 
will be gladly sent without obligation 
to anyone interested in eliminating the 
antique drudgery of carrying water 
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